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GENERAL DEPARTMENT PROJECTS

· Promote the comprehensive recreational sports program through summer orientation. 

· Orientation provides a great opportunity to reach many incoming students who may not even have an idea of recreational sports or the opportunities it provides. We need to be certain to include all areas of the program including employment opportunities in our display/information. Staffing should rotate between various program area coordinators.

· Stuff windows of commuter parking lots: 

· The best place to reach commuter students is the parking lots they use.  This is primarily the 4th street lot, SAC parking garage and Papa John’s Stadium lot.  During the 1st week of school we will undertake a large windshield-stuffing project aimed at getting our information to the commuter student. The commuter student has less opportunity to commit to league type programs and will get a great deal of benefit from having the facility schedules and hours of operation information.  We will stuff windshields on 2 days to try and reach the Mon.-Wed.-Fri. student as well as the Tues.-Th. student.  We will also stuff windshields 2 times on those days to reach the daytime class as well as evening student. 

· Continue web page promotions:

· There has been a great deal of work gone into making our page on the World Wide Web an attractive and useful one.  More and more students are starting to use it to check facility schedules, get updated league standings, find out about upcoming meetings and events and more.  We need to continue our promotions regarding the web site as students are becoming more and more dependent on utilizing the web as a general source of university information.  Having a source of information that can be accessed at any time is significant to our student body given the number of commuter students we serve. Details of a university imposed design protocol are not available yet but changes to our web page are probably forthcoming. Continued promotion of a “new-improved” page needs to be part of our overall plan.

· Serve as coordinating department for a Student Life Field Day celebration: 

· This would take place the 1st week of school during the lunch time period.  Departments of Student Life would set up information tables etc. during that time.  Free food would be provided and students would be free to wander from table to table and pick up information on anything of interest to them.  The celebration/festival would take place on the West Plaza and Red Barn.  Sport Clubs could do demonstrations to help attract a crowd, door prizes could be given away and other promotional items could be distributed.  It would be a good event to show students how the different departments that make up Student Life are inter-related and to stress the importance of being involved with out-of-the-classroom experiences. 

Sponsored Programs

· Retain relationship with Campus Concepts: 

· Campus Concepts is an advertising company that deals primarily with colleges and universities.  They procure sponsorships from national agencies then develop a set of guidelines around traditional intramural events for participating institutions to utilize.  Currently there are sponsorships in place from Pepsi Cola for 5 on 5 Basketball, Nike for Flag Football and Nike/Nutri Grain for Fitness & Wellness programs. We are a participating school in each of the current programs and would be invited to enter any other new sponsorship that Campus Concepts secures.  The makeup of each program is pretty similar.  In exchange for using their logos, sampling products and documenting the methods that we do so, we receive a cash payment in the area of $700 per program plus a significant amount of equipment related to that sport.  The financial benefit of being in these programs is low when balanced against the amount of documentation and clerical work they require. Currently we are involved at the request of our national organization who is working to increase the financial return for these programs.

· Retain relationship with National Media Group: 

· NMG is another national advertising agency that promotes intramural sports to potential sponsors. We are involved with them in the Follett 3on3 Basketball Championships, the oldest sponsored program in NIRSA. We will have to check with NMG on our participation in the program this year given our opportunity to send a team all expense paid to Hawaii as part of the Great Hawaii Shootout our Men’s Varsity team is participating in.

· United Parcel Service Intramural Sponsorship: 

· United Parcel Service is our main, local, source of sponsorship.  UPS is highly involved on our campus to begin with but with the addition of the academic programs and the Metro Scholars program, will be to an even higher degree.  UPS recognizes the amount of interaction we have with students and also is cognizant of the fact that students participating in our program posses the physical ability to perform their part-time job functions.  We have entered into an exciting new agreement with UPS/Metro University that will cover the cost of our entire awards and promotions budget in one up front payment. This is a very significant achievement for us as that had been our goal in development from the very beginning.  

· Procure income through selling advertising banners: 

· Given our demographics of over 400,000 visitors per year to the recreational sports area of the SAC, there is an amount of interest from local companies to have some type of exposure with us.  We are in the process of selling space for advertising banners in appropriate areas of the SAC.  Currently there are 5 spots taken. We have had negotiations and made presentations to a number of companies and are waiting for their decisions. We are also in negotiations with the Athletic Department to sell them the spaces and allow them to include the visibility and number of exposures the spots provide to clients of theirs.

Memberships

· Target current class of graduating students through cap and gown pick up days: 

· Many current students that are preparing to graduate will remain in the Louisville area.  Since they are users of the recreational facilities now, they would probably be interested in being able to continue that use.  Recent graduates are our best target market for Alumni Membership participants.  Those that have been out of school a number of years will probably opt for more traditional health club type memberships because of parking conveniences, increased hours of operation and fewer days closed than our situation allows us.  However to recent graduates, and those just preparing to graduate, those situations do not present near as big a hassle.   We will utilize several marketing tools to promote the membership plan to current students.  One will be to display an advertising banner over the Service Counter of the SAC that will promote the program.  Most users have to conduct some business at the Service Counter on each visit to the SAC.  The banner will increase their knowledge about the programs’ availability. There will be a special price break for graduating students that will be either a reduced cost for the remainder of the year or that will include membership for 2000 as well.  We will also set up a table at cap and gown pick up days to distribute information. We did this for the first time this year and had a great response and a number of new members immediately upon completion of the display. The table worked much better than leaving flyers as we had in the past and needs to be continued. It was also much more effective than the mailing we used to do to the May graduates. Mailing lists were usually not available until late July or early August and by that time many of the addresses had changed. 

Our membership totals are increasing each year. Providing information about the membership program to the current class of graduates, while they are still students, will serve to further strengthen those numbers.  

· Utilize e-mail to put information out to members on a regular basis:

· In an effort to increase our communication with current members we started an e-mail list that allows us to get information out quickly to a good number of members. We use this anytime there is going to be a change in any facility hours or just to promote something like the renovation taking place at Humana Gym. A number of members have commented that it is a good service and that they appreciate the notices. It has had a positive effect on our retention of members as well. 

· Create a user guide specifically for alumni members:

· This guide would explain benefits of the membership plan, details of eligibility and guidelines for use of all available facilities. It would be given to each member with his or her registration. The guide will be a good venue for us to promote Humana Gym to alumni members.

· Banner the lobby of the SAC:

· If we believe the benefits of exposure to our student, faculty and staff population through the selling of banner space in the SAC is legitimate, we should certainly take advantage of it ourselves. A banner promoting the availability of the membership could have significant exposure for our membership plan all year long. A number of students graduate in December each year and we have not done anything to promote the program to them.

· Have an information packet available at the service counter in late semesters:

· Having an information packet available would make it easier for people to get information on the alumni membership plan. A static “take one” display would be easy to manage and would reach a good number of potential members. The display should be set up towards the end of each semester to reach the students getting ready to graduate at that time. 

Informal Recreation

· Increase Physical Education classes held at Humana Gym: 
· This would help in a number of ways. One, it would orientate a significant number of mostly freshman students to the availability of Humana Gym. Second, it would help to provide justification for funding locker and shower facilities to be ADA compliant. A meeting needs to be set up with Kim Demling to discuss the possibilities of scheduling more physical education classes at Humana Gym.

· Host one of the Intramural Council meetings in Humana Gym: 

· This would get the representatives of our structured team participants over to the gym to see the changes for themselves. In turn, this would help get the word out too much of the traditional student population about the new opportunities there. This would need to be the October or November meeting since that marks that start of our busiest time of the informal program. 

· Host one of the Informal Focus Group meetings in Humana Gym:

· This would help accomplish the same things for alumni and faculty/staff as the Intramural Council meeting would for the traditional student population.
· Develop a small card with Humana hours of operation & phone on one side with a map to the gym on the other.

· These would be great to put on a take-one display on days when the SAC would be closed to encourage people to visit Humana. They would also be available in the Intramural Office and distributed at many information settings. 
· Request a feature be done on the renovation of Humana Gym in Inside UofL

· One of the major reasons for the renovation was to make a facility more available to faculty/staff with the parking changes that have taken place over the past year. Inside UofL provides the perfect tool for getting the word out to all faculty/staff at the university. Marvin Young is the editor of the publication and has been a participant of ours in various programs.
· Include special renovation/hours of operation information about Humana Gym in Alumni renewal notices.

· Alumni members were the main constituency we were concerned with regarding the parking changes on campus when we started discussions regarding the renovation of Humana Gym. By including a segment of information on the gym we can help establish the facility as a viable alternative to our alumni membership base.
· Continue to promote ongoing renovations in locker/shower areas and new equipment installations.

· Use all of our current means of promotion including direct e-mail, flyers, web page promotions, LED message board displays and more when renovations and or new equipment installations take place at Humana Gym.
· CARDINAL CORNER GAME ROOM

· Host hall night socials:

· The Cardinal Corner should be an opportunity for on campus students to engage in some wholesome, social activity. Many resident students may not even be aware of the center at all, especially new students. By hosting a number of “Hall Nights” resident population. 
· Pathway guides:

· Pathway Guides is a program through Resident Life that gives new students a leader or “Guide” for their first year on campus. This guide plans a number of activities for their particular group. We could give each guide a free hour in the room for their group in an effort to get them to come use the room with a group of friends. This would make it easy for the guides to plan one of their programs, get a new group of people exposed to the rooms opportunities and help us spread the word about the room to the residents on campus. We would need to attend a Pathway Guide orientation session to give them the details and get the word out to the entire group at one time.
INTRAMURAL SPORTS

· Host an open house for Intramural Chairs the first week of school:

· Starting the new year off right is very dependent on incoming Intramural Chairs getting information and a good start themselves. In an effort to help facilitate this we will host an open house with soft drinks/pizzas. This will give us a good chance to meet the new chairs, make sure they have the information they need and insure they understand the logistics of registrations etc. This reception/open house probably needs to take place early I nthe 2nd week of school as the 1st week is so busy it’s hard to make contact with all the groups in time for them to have a representative present.

· Increase utilization of e-mail to improve communication with teams and IM Chairs:

· We need to install a computer and ethernet hookup in the student supervisor area of the office. We then will assign one student the primary responsibility of developing and utilizing a comprehensive e-mail marketing system. This will include distribution lists of all organization chairs, sport by sport lists and league by league lists. We can then easily promote upcoming events, changes in schedules, new web page postings and many other items of interest.
· Market the recruitment of sports officials:

· This will be done by a number of means. Summer orientation displays need to have employment opportunities included for all program areas. Officiating opportunities also need to be promoted at every council and manager’s meeting. A reception early in the fall semester also needs to be organized to try and get people with a general interest in officiating involved early. So many of our programs with large officiating needs are in the fall semester it is critical for us to attempt and recruit a new layer of officials every year. Officials recruitment information also needs to go on all team sport publicity, web page, e-mail lists and led message boards.
· Market the new track and field complex through the Intramural Track Meet:

· The Intramural Track and Field Meet will be conducted in the new Cardinal Park Track and Soccer Complex for the 1st time this spring. The track meet is an event that has a great deal of untapped potential, primarily due to the facilities it has been conducted on in the past. We need to investigate ways to make the event more attractive and unique to our student participants. This may include moving the meet to a night event and conduct it under the lights to aid in the atmosphere. We may also investigate adding a number of relays and model the meet to be more like the Penn Relays, the largest and most popular meet in the NCAA season. A large effort needs to be made to get the non-greek organizations involved in the meet. This may be done via the e-mail lists, managers meetings and council meetings.

· Promote the new astro-turf field for flag football and soccer leagues:
· We need to promote the availability and scheduling commitment to make sure all teams will have the opportunity to participate on the new field in Cardinal Park during registration periods. This information needs to go on all applicable team sport registration material and publicity, be distributed via e-mail lists, be promoted through the web page materials and stressed in council and manager’s meetings. The new field and track complex represent a major improvement in the quality of our program and we need to do everything possible to promote their availability. We also will need to do a great deal of education regarding the care of those facilities with our participants. 

FITNESS/WELLNESS

· Implement an instructor training certification program:

· With the completion of the new aerobic studio, the availability of instructors is now the single most limiting factor in the success or the program. To remedy that situation we will take steps needed to be able to certify our own instructors. That means we will enter the recruitment, training and scheduling end of the aerobic business like never before. This will allow us great flexibility in controlling not only the type of classes we can offer, but also the quality of the instructors. Along with this will come the need to recruit people interested in becoming instructors. A number of means could be utilized to accomplish this. Current participants are probably our best market. An article in Inside UofL would certainly generate a lot of interest as would information in the university wellness office. We need to be certain and draft an agreement where instructor candidates would be committed to teaching our classes 1st before taking classes in the community in exchange for their training/certification.

· Market the availability of new classes and the new studio:
· The combination of new types of classes, new instructors and the new studio should provide everything needed to take the aerobics program to a new level. We will need to aggressively market those things to the faculty/staff population of the university. This should be done through e-mail lists, web page promotions, publicity releases and if possible, Inside UofL and the university wellness office. Current participants will have a great deal of impact on the success of the program changes. They need to be involved by educating them about the changes so they can feel ownership to them and help promote the improvements to the appropriate populations.

Sports Clubs

· Be highly involved in Student Life Field Days:

· Each club should be invited to set up a table display promoting their specific interest. Opportunities to reach this number of students at one time are very limited and each club needs to be encouraged to participate to the fullest. In addition, clubs should be offered the opportunity to perform demonstrations of some sort as part of the field days. Obviously some clubs would have logistic problems in doing so (ice hockey) but those that are able to will increase attention to their programs.







� EMBED MS_ClipArt_Gallery  ���











PAGE  
9

[image: image2.wmf]_1022934440

